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Salesmen in Action Some Words That Work in Asking for the 


CT i552 6 chttheseeneenecean teens Sept., p. 78 
A Salesman Who Lives With That big fat “NO” isn’t final 
Ss enh ae eeaeeenade July, p. 54 until your competitor gets the 
Joe Aarons provides his customers order. 
with readily understandable schedules. How to Ask for the Order When Big 
He’s the Hub of the House ................ Aug., p. 62 PEE we cneckseessecesnscaccs Oct., p. 80 
John Smeltzer, Dauphin Electric, Overcome “‘size of order” jitters. 
canimeg ee kepiage ina Taking the Order: Not as Simple as 
Sales Profile 1: The Counter ET Awd 5.0 ced iva sadebd beencinecses Nov., p. 88 
Pee che eaters cenbdnssdtenesns Nov., p. 64 Author discusses the need for 
Candid opinions about training follow-up after a sale. 
0 sand working conditions. ' 
a Final Facet of a Sale: Work for 
ET cheats bibaceenhhenseneseese Dec., p. 46 
Sales Training This article completes the author's 
analysis of the anatomy of a 
Making the Sale When Benefits Are om. 
Deferred or Intangible... 2... cc cece cess Jan., p. 84 
Reassure your customer and make 
Aang Sales Management 
Identifying and Dispelling Smoke “Why and How We Went 
EN os och case dccecconceceses Feb., p. 76 PE ch beck cs Gnu sSNA sb ebadeee veces Feb., p. 64 
Strategy to discover and overcome President of Summers Electric tells 
underlying sales obstacles. why the company’s common stock 
Handling the Customer Who Demands oC peaaay mates. 
SE Cane avnlecsesteakddendee os March, p. 68 Professionalism Comes to 
Anticipate this problem to determine Cet ch ccc uae banked cack May, p. 99 
its solution in advance. A 31-page section demonstrating the 
Building Your Career in Electrical impect of professional management. 
Oe ee ee April, p. 73 Professionalism Starts to Take 
Suggestion to Management: How RI Uae ee eaac ede dnd ed dame ee conde May, p. 100 
to Make This Program Work .......... p. 74 Today’s big challenges in electrical 
Section I: Why a Career in Electrical wholesaling are defined. 
IR RS, oe gee en ee ee p. 76 , 
Section Il: Understanding Electric ~ I rations = Keyed to 
| ee May, p. 102 
SE 25 ae aii bata a Wh wae aw ihe ale tee p. 93 


Tristate’s management works with 


Souiee Se: Aoquirtng Seaduct factual information--not intuition. 
a ET ee ee eT eee p. 104 
Section IV: Applying Electrical They’re Gearing Up for 
ct cheese sedan wes Cede de4as p. 121 dae ncawaderssdeebbeuscieeseousdss May, p. 116 
Section V: Using Electrical All Englewood’s operations are run 
RIEL TS EES ee a eae ore ee oe p. 127 by its own management company. 
Ways to Gain the Customer’s Sticking to Systems Helps Attain 
Ee ere May, p. 140 EE cvccewedadeevecadenewes May, p. 122 
How to establish the superiority Far-reaching decisions have enhanced 
of your product in a competitive Cadillac Electric’s growth opportunities. 
mane. How to Ease the Problems of Bad Debt 
Overcoming 8 Barriers to Customer MEE 0400 2406dnsndeddeseuseses<oeess May, p. 148 
De cet tebbeeeepded ps bsseceecds June, p. 84 Credit insurance provides a mantle 
This is the author’s second of protection against uncollected 
article on “‘Gaining Preference.” accounts. 
Overcoming the “I Can Get By With They’re Beating the Freight 
WN ON GOOD occ ccccccccccccece July, p. 72 ee atta shaadi aweewds June, p. 81 
This objection is the most Schaedler Bros. establishes a uniform 
common one a salesman faces. set of freight claims procedures. 
“Front Office Jitters”: How to Vanquish Two-Way Radio Saves Time 
 enthks 6 4.06.08440 00006 666 cS ov cswee Aug., p. 66 SR ta nat dnbeneedeesesecionscecses June, p. 92 
Identify their causes and put Tucson Electric keeps salesmen up-to- 
them in perspective. the-minute with mobile radios. 











Accounts Receivable Control: Getting 





A-C Open a 








Dt Sh ccebkaawebedbaraees4 000: June, p. 96 he ie ee aee te bw bene eee July, p. 82 
Tighten up your credit control without Everyone won at 8th annual golf 
expensive EDP. tournament held on Long Island. 
Inventory Management is Everybody’s 
aE ine on Poe July, p. 60 . 
Noland Co. film strip warns employees ii Warehousing 
against excess inventory. Branching Out “Western” 
“Continuous Credit Control” Proves hb oe 660605495065 0040000008008 Jan., p. 98 | 
RE ee Aug., p. 65 More than 500 attend Englewood 
Companies participating in CCC have branch debut. 
been paid on 80% of past due accounts. : ; 
Hopscotching Around Town in Search | 
How Do You Compare EE nccebnddandeinsvaiticewe May, p. 150 
eg alas ee el Nov., p. 86 Matthews Electric was forced to move 
Tells you how you measure up against because of urban redevelopment. 
eae ee Sere. They’re Beating the Freight 
Bt ede ccc kd weic iain June, p. 81 H 
Automated Data Processing Schaedler Bros. establishes a uniform 
set of freight claims procedures. 
Computerizing Penalties on Past-Due A New Business for an Old 
DT Cte seebbeGnGewdbedesacesces Feb., p. 62 DU bccebtcdbbegenesnsaberaneecesec June, p. 104 
Stusser Electric Co. alleviates Yerington-Klose opens in southwestern 
billing problems. Michigan. 
Professionalism Comes To A New House That’s 
 htvcd edi bncncesneendesave May, p. 99 RE Sept., p. 63 
A 31-page section demonstrating the That’s Nunn Electric’s impressive 
impact of professional management. headquarters in Houston. 
Professionalism Starts to Take Putting On a New 
Err rent errr May, p. 100 PEE SEscbsnsedcerovdecdeddenegenece. Sept., p. 76 
Today’s big challenges in electrical York Electric Supply revamped its 39- f 
wholesaling are defined. year old building and increased sales. 
All Operations are Keyed to New House In an 
DT conde bead e6essn040e608 0 May, p. 102 GEE nnnenthes dé cbeneeueseenessens Dec., p. 42 
Tristate’s management works with Rumsey jumps 40 miles to open a new 
factual information--not intuition. 25,000-sq ft Wilmington operation. 
They’re Gearing up for Renewal Helps Build Their 
a ee May, p. 116 ET sot checuppecege es eeees 66s’ Dec., p. 44 
All Englewood’s operations are run Major Electric, Pawtucket, R. L., is 
by its own management company. now on the right side of the tracks. 
Sticking to Systems Helps Attain 50-Plus Firm with Brand- 
cen etait dawanesees + May, p. 122 ED nee cddéendneseededersseesnes Dec., p. 53 
Far-reaching decisions have enhanced REQUA Electric in Rochester was forced 
Cadillac Electric’s growth opportunities, to move by an urban renewal project. 
Accounts Receivable Control: Getting | 
Paid Faster Dette eee e eect teen eee ee ees June, p. 96 Product and Market Studies 
Tighten up your credit control 
without expensive EDP. Annual Outlook and 
They’re Meeting Unexpected Growth With Review: Another 8% Gain................. Jan., p. 57 
Aammoemabed TARGA . oo. cee scccccccscuces Nov., p. 72 ek chca cabs oe sce eu ee wines p. 58 
California Wholesale Electric has Sales, costs head higher. 
improved service despite surging volume. What Distributors Are 
a ea a p. 61 
Verbatim quotes on how things look 
Sales Promotion for the year ahead. 
Im provements Planned 
He‘s Looking Up to Growing SR Oa eae ee p. 66 
PT schidedegascercedseaences March, p. 61 How distributors view changes 
Jerry Fleischer increased Hermitage’s in operations. 
CN CCT ee p. 68 


lighting sales volume 300%. 

















Industrial: Spending depends on 


i Ee ae p. 69 
Residential: Will provide most growth 
in ‘68 construction picture ........... p. 72 
Business: Will show little 
eee ee re p. 73 
Institutional: Noticeable gain in 
Ee ee p. 74 
Utility: Extraordinary 
ES ee re ee ee p. 75 
Price Trends: Price index will show 
ee p. 76 
How Regions Fared In ‘67 .............. p. 77 
Distributors reflect on the year 
just past. 
How Electrical Distributors Can 
Grow With Electric Heat .................. Feb., p. 86 
Interview with executive director of 
EHA slated to build your sales. 
Your Growing Opportunity In 
EET bic dbeb4460606000008008 Oct., p. 89 


How Big is the Total Market?............ p. 90 
How to Measure Your Market 
A Sales Plan Guide for Setting 

oa nae enh sae wae A ww ew ee ee p. 94 
What of Tomorrow? Selling the 

Lighting Concept 
Markets and Customers You 

Should Know for Building Sales ....... p. 97 
Products and Markets on 

ne cid ide wees «sae ome. p. 104 
How Distributors Build Outdoor 

EPEC UEU ECCT CTE Cee p. 104 

Designed to help you see today’s 

market and realize tomorrow's potential. 


Industry Relations & News 


Should You a 

ee ee eT Jan., p. 12 
How to finance your customers’ 
competitors. 


eee Feb., p. 12 
The lowest priced products often 
have the highest cost. 


How Electrical Distributors Can Grow 

i cecncsorissstsnenccees Feb., p. 86 
Interview with executive director of 
EHA slated to build your sales. 


Business and the Urban 

AE I Sy eae one eer ere Feb., Cl 
A 16-page special report (to appear 
in domestic copies only). 


Aptitude Test for 


Dt dssebbuhenesebavnss6eee esos March., p. 12 
Scientific (?) method determines the 
work you are best suited for. 

What’s Behind NEMA’s New Emphasis 

Se cchndkaduhecakaseneceunyee March, p. 64 


NEMA wants standards kept current to 
prevent “creeping obsolescence.” 


100 Years of Pioneering 
The W. A. Roosevelt Co. celebrates 
its centennial. 


Can Distributors Insure 

SEE bis 6eAdeeascendaneséeess 
Look at your insurance policies before 
the weather turns warm. 


The “WHY” of Selling 


The only source of profit is sales. 


Infectious Irresponsibility ................. 
Irresponsibility + easy credit = 
bankruptcy. 


PECTS eT rere ree 
Communicating a communication to 
the communicatee. 


Equity: Fairness in 

ONE ee ere 
A law without equity isa 
bad law. 


“Your Business is Your 
ee eee mim 
...And my business is mine. 


The Saddest Words of Tongue or 

Pen, “Your Prices Were Not Low, 

Again” 
Apologies to John 
Greenleaf Whittier. 


Eliminate End-Column 

Pi dbesbudsaceevencsnenteisaeseass 
Hot discussion on standard 
package pricing. 


We PE PIE occ ccccvencececess 
The whys and wherefores of the Eastern 
Electrical Wholesalers Assn. 


The Modern Science of 


Lighting 
The facts of light are never 
outmoded. 


Profit Street Needs Urban 

Renewal 
Will this well-maintained avenue 
soon become an alley? 


Trade Fair. ..Anyone? 
Flynn’s Electric rented a circus 
tent for its industrial trade show. 


What is a Wholesaler? 
A butcher, a baker, a tailor, a doctor, 
a finance company and a little bird. 


Quote the Wholesaler; Not 

His Customer 
Can a wholesaler stay in business if 
manufacturers determine his profit margin? 


Meetings 


Atlanta Meeting Draws Big 
Turnout 


March, p. 


March, p. 


July, p. 


Aug., p. 


Sept., p. 


Sept., p. 


Sept., p. 


Oct., p. 


Dec., p. 


Feb., p. 


81 


71 


88 


. 78 








Atlanta Meeting (continued) 


Attendance at NAED Southern 
Region Convention reaches 634. 


60th Annual NAED Convention 

Program 
Covers Miami Beach convention 
events from May 18 to 22. 


Where to Dine in Miami 

0 Ee 4 a ee ae 
EW mentions 21 of the more than 
2,000 dining places. 


What to do in Miami Beach ................ 
City has a seemingly infinite number 
of places to have fun. 


eeoeeeeeeeeeereeeeeeeeseeeeeeeses 


Busy, Busy, Busy 
a gh re 
Camera Views of 
ee ins eens sede na ewnen 
a a eae wien adds aie ww ae rere 
This year’s special report covers 
all the high points of NAED’s 60th 
annual meeting in Miami Beach. 


EEWA Dinner-Dance Termed a 

PETITE Shs osccnans ceneenee ne 

i ivcvaheedchenadseouees 
Everyone won at 8th annual golf 
tournament held on Long island. 


Rains Came, But So Did 

ee ied ck iietehe oes ¥eied 
Despite downpours, the IEI show at 
the N. Y. Coliseum packed ‘em in. 


Lake Michigan Club Gathering Focuses 
EE nanan eaneeaeaes 
400 attend the Club’s 39th 
annual convention. 


Spotlight on Opportunities ................ 
60th annual NAED Western Region 
Convention’s business perspectives. 


Meeting Content Draws Praise. ............. 
Careful planning was the hallmark of 
NAED’s Eastern Region convention. 


They Had a Ball 
Jersey Electrical Distributors Association 
dinner-dance attended by over 500. 


Management Systems 


Management Systems ...........cccccceee 
First in a new series to help you 
manage better. 


Inventory Control: How to Beat a 

Computer at its Own Game................ 
Effective stock control is essential 
to cutting costs. 


Paperwork I: How Are You 

Doing? 
Practical suggestions for cost- 
cutting improvements. 


May., p. 24 


May, p. 26 


May, p. 28 


June, p. 73 
June, p. 75 


June, p. 76 
June, p. 80 


June, p. 132 
July, p. 82 


July, p. 84 


Aug., p. 86 


Nov., 84 


Dec., p. 60 


Dec., p. 72 


Feb., p. 72 


March, p. 74 


Paperwork II: Integrate Before you 


BRR RS a ae ee Oct., p. 75 
How to program a manual order 
processing system. 
The Salesman’s Technical Notes 
Emergency Power Sources ................ Jan., p. 92 
Emergency Generators .................5. Feb., p. 84 
Automatic Transfer Switches .............. March, p. 84 
Cs Sececes seeks sds ee endneed June, p. 94 
Pe iic6s cs sb nace paeseeee ees Aug., p. 90 
i Abedin a dadidee se seeeke ee Sept., p. 84 
Motor Control Centers .............0000: Nov., p. 80 
Electrical Code Highlights 
cas achh cet eawekaw an edn es Jan., p. 96 
cn cee nce beeen ee ae en ee March, p. 86 
EE ae June, p. 102 
I i a eg 3c ean gk aT we hacale July, p. 70 
a ee Sept., p. 92 
Editorials 
“1967: A Mixed (and Mixed-Up) 
tt toed eune el eeebet ss 6 esos bbe aos Jan., p. 10 
Evaluation of the Sales 
statistics for 1967. 
“The Publicly Owned Electrical 
Wholesaler” and “‘You and the 
REY, £65 GG bGENGRS44 ¥0N 4040408 Feb., p. 10 
Security sales and social ills-- 
unrelated matters of significance. 
“Product Liability Can 
Te es ala we March, p,10 
This litigation time bomb 
is ready to go off. 
“Organized Approach to 
CE fcc cdéccevénvvesccces Apr., p. 10 
Combine on-the-job training 
with formalized studies. 
“The Management Gap” ............0000.: May, p. 10 
Groom successor management now to 
take over your company when the 
time comes. 
““An Industry Leader Thinks 
EE D6nGhdhedenn +nehktaeaaeere we oe June, p. 10 
Thoughts of NAED’s new president 
Thomas B. Schmid. 
“Where Inventory Management 
Rt CCRC CAL see sb dnsse'ee¢oeenans ses July, p. 12 
Electrical inventory is at an all- 
time high, while sales are down. 
To Charge or Not 
i ti becca techeehievthsensesens Aug., p. 8 
More about interest on past 
due accounts. 
TEL, dendiosseias eeintes on Sept., p. 8 


The trend is for distributors to operate 
from their own custom-built houses 








“Deceiving Yourself on 
a ae 
Profitless prosperity has assumed 
a permanence. 


“Observations on a So-So 

ie I ee 
1968, thus far, has been a 
year of change. 


EEE 
The electrical wholesaling industry 
is a sales leader, but a profit lagger. 


Showrooms 


Allen Electric Co.’s New 
as Cie ie hed ies 
New, 50,000 sq ft showrooms-warehouse 

reflects convenience, efficiency. 


Oct., p. 8 


Nov., p. 8 


Dec., p. 10 


Feb., p. 57 


New Business for an 

Ee ee Pee 
Yerington-Klose opens in southwestern 
Michigan. 


If You’ve Got It, 

Dida. scaccaeciadsvewnssseoeges Oct., p. 72 
Dallas distributor Speedy Meletio 
displays 95% of his fixtures. 


June, p. 104 


Decision Maker 
I aa eg i A 


Interview with Allen-Bradley’s 
new president. 


Aug., p. 72 





regional offices 


ATLANTA 30309 
1375 Peachtree St., N.E. 
(404) 892-2868 


CHICAGO 60611 
645 N. Michigan Avenue 
(312) 664-5800 


CLEVELAND 44113 
55 Public Square 
(216) 781-7000 


DALLAS 75201 

1800 Republic National 
Bank Tower 

(214) 747-9721 


DENVER 80202 
1700 Broadway 
(303) 255-5483 


DETROIT 48226 
2600 Penobscot Bidg. 
(313) 962-1793 


HOUSTON 77002 
2270 Humbie Building 
(713) 224-8381 


LOS ANGELES 90017 
1125 West Sixth Street 
(213) 482-5450 


NEW YORK 10036 
500 Fifth Avenue 
(212) 971-3621 


PHILADELPHIA 19103 
Six Penn Center Plaza 
(215) 568-6161 


PITTSBURGH 15222 
Four Gateway Center 
(412) 391-1314 


SAN FRANCISCO 94111 
255 California Street 
(415) 362-4600 
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